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Agenda 

• Intro 

• From Analytics to AI 

• State of Marketing AI 

• Impact of AI on B2B Conversion Rate 

• Collect the Dots/ Connect the Dots – The Rise of Customer Data Platforms 

• AIM Use Case 1: Segment -> ICP -> Persona 

• AIM Use Case 2: Persona to Content Matching 

• AIM Use Case 3: Buyer Journey Orchestration 

• AI Marketing Vendor Evaluation 
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About Me 

• Co-Founder & CEO @CaliberMind (B2B 
Ops & Analytics firm) 

• Former intelligence officer (SIGNIT) 

• 2x entrepreneur 

• Product guy (@Tapinfluence, @FullContact)  

• Marketing technologist 

• Startup mentor @Techstars)  

 

 

Why Legacy Analytics Tools Are Failing Marketers 
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Rise of AIM 

Which Technologies are 
Ready for Marketers Now? 

 

• Natural Language 
Processing 

• Machine Learning 

• Predictive Analytics 

• Deep Learning 

 



4 

We tend to overestimate the effect of a technology in the short run 

and underestimate the effect in the long run 

 

 

Image credit: Anupam Rastogi 

Amara’s Law 

The Impact of AI on B2B Conversion Rate 
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The Data Science Hierarchy of Needs 

B2B Buyer Journey  
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Siloed Data is Your Enemy  

Disconnected Tech is Your Enemy  

Source: Mary Meeker, 2017 
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If You Are Not Good at Data, You are Not Ready for AI 

Source: Experian, 2016 
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Step 1: Get Better with Data – Install a Customer Data Platform 

Step 2: Use AI/ NLP to Analyze Unstructured Data (80% of Customer Behavior) 
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Step 3: Move from Rule-Based to Machine Informed Marketing 

From Rule-Based to Machine Informed Marketing 

Content Recommendation 

Engagement Tips 

Buyer Persona 

Psychographic Profiling  
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AIM Use Case: Segment / ICP/ Persona  

AIM Use Case: Segment / ICP/ Persona  
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AIM Use Case: ICP / Account Scoring 

AIM Use Case: ICP Score 
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AIM Use Case: ICP Score 

AIM Use Case: Propensity to Buy / ICP Impact on $ACV 
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Profile (priority) Company Profile  Title Examples  Role Summary / Motivations 

BI (2) 
Enterprise & MM 

(>200M)  

CIO 

Director of BI 

Head of Insights and Strategy 

• Focused on reporting 

• Reports to C- Suite  

• Responsible for business metrics 

DBA (1) 
Enterprise & MM 

(>200M)  

Lead DBA  

Database Administrator 
• Values data integrity 

• Wants to expand capabilities 

Engineering (3) 
Enterprise & MM 

(>200M)  

CTO 

Dir. Engineering 

Head of Product Management 

• Software is strength 

• Ultimately responsible for delivering functioning, client-facing product 

Financial/ Ops/ HR (5) 
Enterprise & MM 

(>200M)  

COO 

Dir. HR  

Dir. Finance  

• Focused on Revenue & Analytics 

• Wants to demonstrate contribution to efficiency ($ saved)  

IT (4) 
Enterprise & MM 

(>200M)  

Dir. IT  

Mgr Information Systems 

• Hardware is strength 

• Responsible for security 

• Multi-hat role  

LOB (6) 
Enterprise & MM 

(>200M)  

VP. Biz Dev 

Dir. Marketing 
• Could be champion for right DV product 

• Wants to demonstrate contribution to revenue acquired ($ earned)  

AIM Use Case: From ICP to Personas 

AIM Use Case: Content / Next Best Recommendation 
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AIM Use Case: Content / Next Best Recommendation 

AIM Use Case: Buyer Journey Orchestration 

Time Person 

Action 
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• What happens to value 
of sales velocity if I 
increase a seller action 
through increasing 
outbound sales effort? 

 

• Can I decrease time to 
closure through 
aggressive email 
marketing campaign 
that increase non-
human actions? 
 

 

 

 

AIM Use Case: Buyer Journey Orchestration 

Questions for an AI Marketing Vendor  

• What stages of the marketing process would still be managed by humans, and what  
is handled by your machine?  
 

• Can I set guard rails to protect brand and customer experience?  
 

• What kinds of data can your system ingest?  
 

• What channels can your system optimize?  
 

• What aspects of campaign management does your system optimize? 
 

• Can a BI analyst or data scientist drill-down or export data for offline analysis and modeling?  
 

• Does the AI platform proactively surface insights that would not be intuited through human analysis?  
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CaliberMind – B2B Ops & Analytics 

• A Customer Data Platform for B2B 

• 1-click integrations to >100  
marketing & sales tools 

• MAP Migration 

• CRM Integration 

 

 

 

 

• Data cleansing 

• Lead Score Reporting & Analysis 

• Dashboard planning & implementation 

• Campaign reporting & attribution 

 

Ask me anything at the Post-Presentation Huddle! 

raviv@calibermind.com | @ravivturner 
 

Thank You! 

Find Hidden Revenue in Your Data – FREE Data Check: 

Calibermind.com/datacheck 

mailto:raviv@calibermind.com

